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On the Cover 


Howard R. Bowen. Dean, College of Commerce and 
Business Administration. University of Illinois, will di 
liver the economic address at the opening session of the 
national convention on September 21. 1950 

Dr. Bowen will discuss the subject, “The Road Ahead 
in the National Economy His wide background in the 
field of economics fits him adequately to discuss this 
important influence upon our business Dr. Bowen 
received his B.A. and M.A. degrees from the State College 
of Washington, and his Ph.D. at the University of Lowa 
His fields of specialization have been business fluctua 
tions and public finanes He spent nine years as a 
member of the economics faculty at the University of 
lowa. three years as Chief of the Business Structure 
Unit of the Department of Commerce of the federal 
government, and later was chief economist for the Joint 
Congressional Committee on Internal Revenue Taxation 
From 1945 to 1947 he was economist and vice president 
of the Irving Trust Company of New York Sines 
September 1, 1947, he has been Dean of the College of 
Commerce and Business Administration. University of 
Illinois. Many of our members will recall his scholarly and 
constructive address at the New York convention in 1046 

He has been a prolific writer of articles, pamphlets 
and books on economic and financial subjects. He is 
a director of the Hlinois State Chamber of Commerce 
and was formerly a member of the Economic Policy 
Committee of the United States Chamber of Commeres 
He is currently president of the American Finance As 


soctation 


You and Your 
Association 


By RAY E. VESTER 


We are well acquainted with the fact that more effective 
That is 


why state associations are so important and play such 


results invariably accrue from group action 


a vital part in building good will for our business on 
a state level. 

All of us who are presently members of the National 
Association recognize the importance of a national trade 
association We recognize that we need a central clear 
inghouse for information that could not be obtained on 
a local level. We recognize the need for public relations 
work and believe that information relating thereto should 
come from the best minds in our industry throughout 
the nation. for the benefit of all and not just a few. We 
appreciate the value of our annual conventions—the 
opportunity to get new ideas and to meet and become 
acquainted with people in our industry from coast to 
coast 

As consumer finance men and women, we are proud 
of our industry. We recognize the privilege which is 
ours to provide a financial service to a large segment of 
the American public. For that reason we are ever 
anxious to do our job better, and that is certainly one 
reason why we attend association meetings, both state 
and national. 

During the present association year the membership 
committee of your Association has been telling many 
non-members of the value of membership in our Asso- 
ciation. The various state chairmen deserve a great deal 
of credit for their work. Did it ever occur to you that 
you, too, could and should be a ggtf-appointed member of 
the Membership Committee / 

\ few months ago our Washington office sent you a 
booklet entitled, “The National Consumer Finance Asso 
ciation What It Is and What It Does.” Please read 
it and, if vou do not have it before vou. write to Evelvn 
Berkeley, Secretary of the Association. 315 Bowen Build 
ing. Washington 5. D. ¢ ind get a copy At the same 

ask for one or two application forms Then make 

Visit just o or two lenders in your area 

mw belong to the Associatior They will 

your visit nd it is our opinion that you will 

pleased to find how easy it is to convince them that 
they should becon mbers The advantages of 

rsh pte ther ine nan the cost so very reasonable 

If vou will do your p iD ible to weleor 

new nembers 


do it NOW 


Flash! Consumer Credit Controls Loom 


Congress Passes Personal Holding Company Amendments 


\.« 
is “The Defense Production Act of 19507 (S. 3936 and 
H. R. 9176) has reached final stages of hearings before 


the Banking and Currency Committees of the Senate and 


we oO to press the President's control bill. known 


of the House of Representatives It appears certain that 
the bill will go to the floor of each House of Congress for 
debate during the first week of August 
Passage is predi ted by the experts Hence reinstate 
ment of consumer credit controls under Title IV of the 
inticipated within the ne month or six weeks 
unless the =i is cl before that time 


[2] 


The Federal Reserve Board will probably be designated 

administer the controls as under Regulation W and 
may follow the same general pattern as before, but down 
payments and length of term and other items have not 
vet been decided 


Personal Holding Company Amendment 


House (July 26) and Senate ( July 27) have passed H.R 
6073 amending Internal Revenue Act as to personal finance 
npanies, effective for current tax year. on the basis of 
nlerence report Presidential ipproval Is inticipated 
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Consumer credit outstanding 
expanded to a record $19,091 million 
on May 31 rhe increase of $481 mil 
lion during the month was the biggest 
so far this year 
$18,779 


Amounts owed on instalment sales of 


The previous high wae 
million last December +] 
automobiles and other goods at the end 
ot May totaled $6,751 


was $2,033 million more than a year 


“- The 


million This 


Wall Street Journal 


Total consumer credit outstand 
ing as a per cent of disposable income 
at the end of each year since 1929: 
1929 1940 12.0% 
1930 ; 194] 10.7 
1931 : 1942 5.6 

1943 
1944 
1945 
1946 
1947 
1948 
1949 


Consumer and instalment 
credit in this « although both 
record levels with an 


vuntry 
are at or near 
over-all total of about $18.600,000,000 
is not too high and does not present 
any dangerous situation” since per 
sonal income also is near a record high 
being well over $200.000,000,000 

In considering credit and instalment 
it must be kept in mind that the 
proportion of credit to nation al income 
It would not do, 


totals 


is the important thing 
for instance. to take 


regarded as dangerous in 1930 and use 


1 total which was 


that figure as a vardstick under today’s 
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increase d 


come John U 


Secretary 


conditions of consumer 


Snyder. 


of the Treasury 


Reprinted from National Associations 
of the United States (Published by 
U.S. Department of Commerce. ) 


Why People Join Trade 
Associations 


1. They believe in the association and 
its objectives 
2. They use the services of the organ 
ization 
3. They like to attend meetings 
1. They appreciate contacts and com 
panionship. 
>. They want to join because their 
friends belong. 
6. They seek personal preference and 
cognition 
They want to keep informed on 
ade matters 
8 They are “good fellows.” 
9 The y 


obtain educational advan 


10. They want to improve the indus 


ll. They 


ness methods and efhcien of their 


want to improve the busi 


plants 

12. They 
lation and taxation 

13. Thev like the social anc 
tional features 


ght unfair legis 


want to h 


14. They want to work with competi 


tors on mutual problems 


Why People Decline to Join 
Trade Associations 


1. They do not believe organized ef 
fert can accomplish anything 
2. They do not want to spend money 
for dues 
They think they can get benefits 
invway (the “free riders’ 


1. They like to be 
shots.” 


individual “big 
>. They are just naturally “mean.” 
6. They haven't got the money 

They have had some unfortunate 
past experience 


8. They are non-mixers; and do not 


like to 


9. They have an exaggerated opinion 


meet people 


of their own cleverness 
10. They think they have all they can 
out of the organization ( These 
ire “in-and-outers.” 
ll. They can’t dominate association 
polic les 
Trade Vanagement 


{ssociation 





MEETING 
CALIFORNIA 
Los Angeles, November 1-2 
COLORADO 
Shirley Savoy Hotel, Denver, Sep 
tember 12 
Shirley Savoy Hotel, Denver, No- 
vember 15 
Shirley Savoy Hotel, Denver. Jan 
uary 24, 1951 
Hotel, 
Springs. May 25-27, 1951 
ILLINOIS 
La Salle Hotel, 


24-25 


Broadmoor Colorado 


Chi ago, Ox tober 


INDIANA 
Claypool Hotel, Indianapolis. No 
vember 9 
IOWA 
Fort Des Moines Hotel. Des 
Moines. May 2-3-4. 195] 
KENTUCKY 
November 7-8 
LOUISIANA 


January 20, 195] 





SCHEDULE 


MARYLAND 
Baltimore, October 14 


MICHIGAN 


Statler Hotel, Detroit, October 
24-26 
NEW JERSEY 
Essex House, Newark, October ll 
NEW YORK 


Buffalo, October 3-4 


OHIO 
Deshler-Wallick Hotel, Columbus, 
October 17-19 
OREGON 
Multnomah Hotel, Portland, No 
ve mie r 18 
PENNSYLVANIA 
Irem Temple Country Club. Dallas 
September 13 
Bellevue-Stratford Hotel 
phi i. November 9-10 
VIRGINIA 
Hotel. Old 
18-19 


Philadel 


Chamberlain Point 


Comfort. October 











Public Underwriting of Securities and the Securing 
of Additional Lines of Bank Credit 


Aing is p esident of Pacific 
orporation of Los ingele s 
He gave this talk at the 
ol the Imerican 


{ssociation 


The potential supply of capital never 
has been s great as it is today De 
mand for capital funds likewise is 
mous Yet common stock financing 
beth diffeult and costly New com 
panies find that -se far as they are 
concerned — risk capital practically has 
gone the way of the cigar store Indian 
ind the buggy whip Even old com 


panies ire forced to pay i 
premitm 
The ituatio \ 1 deseribed 
ippear to rey il the law of upply ind 
deman which we all have beer 
1 mutable as the law of 
im net talking | hould prorir 


floating 


More W orking Capital Needed 


By 


MAXWELL C. KING 
and now is down to 2.58 per cent. In 
contrast stock vields 
Moody's 200 Common Stock Index) 


(ace ording to 


showed an average of 4.50 per cent in 

1926; 5.31 per cent in 1940 and 6.63 

per cent in 1949 Yet, as we have seen 
in the face of these figures, individuals 
and institutions currently continue to 
gobble up all bond issues while they shy 
warily away from purchasing new com 
mon stocks. 

Under the circumstances, it is natural 
for corporations raising capital to tend 
to follow the debt route where possible. 
Yet this can be dangerous over the long 
run, as exemplified by the historic per 
formance of the railroads which have 
been and are still demonstrating a lack 
of balance in capital structure through 
too much debt. It is axiomatic that a 
large portion of required financing must 
come from stock issues if money is to be 

Maxwell C. King raised in a manner that will not under 

mine the financial health and stability 

vanded pre ti ) \ of business enterprises 

on regular pre I In the utility industry it is generally 

ork, an tip for th considered that 35 to 40 per cent com 
mon stock to total capitalization is a 
sound 


itilities 


conservative ratio Yet many 
because of the cheapness of 
senior money, have reduced their com 
mon equity to less than 20 per cent of 
total capital structure Obviously, this 
in be risky as business conditions and 
y rates change in the tuture Capi 
talization plans, to be sound, must be 
rm considerations, not 
ney The business 
living dan 

world-wide 


long pull 


yotenti 
esent time 
One source of new 
corporation | irnings retained in 
Musiness present conditions 
orporations have been retaining il 


ormal percentage of earnings 


Bond Yields Lower 
Whereas it formerly was custon 
established corporations to pay 
to YO per cent of their annual earnings 
is dividends to stockholders, nowadays 
many industrial firms pay out less than 
0 per cent. Goodrich Tire and Rubber 


il expanding corporation has shown 
I I 
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average earnings of $16.50 per share 
during the last four years, but has paid 
out only a litthke more than $5.00 per 
share in dividends. Even this increas 
ing retention of earnings doesn't solve 
the problem, however Retained earn 
ings, while large. are estimated to pro 
vide only about one-third of the new 
money needed by business today 

What, then, are other sources which 
can be tapped for the remaining two 
thirds? 

One source is such institutions as life 
and fire insurance companies, invest 
ment trusts, endowment funds for col 
leges. churches, charitable foundations 
trust funds, pension funds, even labor 
unions. All these nowadays are seeking 
outlets for bulging holdings of capital 
Yet by the very nature of their opera 
tions, and often because of legal restric 
tions, little of this money can flow into 
the venture capital field where it is so 
desperately needed 

So, when you come down to it, it is 
from the personal savings of individuals 
that venture capital must be largely 
obtained And certainly this potential 
supply is enormous Personal savings 
n commercial and savings banks, in 
surance U. S. savings bonds, saviligs 
and loan associations and the like now 
have reached the total of 174 billion 
dollars And that, even in this day 
when billions are tossed about as lightly 


as cigar coupons, is a lot of money 


Lack of Incentive 


It is perfectly clear, then, that the 
is there all right What is pre 


venting its Conversion Inte equity finan 


money 


To put it simply, the answer is 


ing 
\ 
he 


t 


it investors lack confidence in. and 
save little incentive for, acquiring com 
mon stocks The reasons for this are 
The memory of the 1929 


debacle is still green in the 


numerous 
minds of 
many So are the severe declines in 


stock 


“ hic 


prices. earnings and dividends 


h have 


taken place m subsequent 


Another 


trust of political 


years factor is publie dis 
restrictive measure 
and the punitive attitude of many peo 

government toward large corpo 


looks 


with disapproval, too, upon the growing 


rations The investing public 
power of the labor unions. The mount 
ing rate of taxation in middle and upper 
income brackets is still another factor 
It has removed much of the incentive 
to assume corporate risks So has 
double taxation on both corporate earn 
ings and dividends paid to individuals 

Up to now | have devoted these re 


marks to 


gloomy picture 


painting a very confusing 
And Lam not suddenly 


glasses 


going to put on rose-colored 
The picture is a discouraging one 
particularly for smaller local corpora 
tions which must pay a terrific price 


tor new capital in many instances heing 
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practically forced to go into partnership 
with investors Nevertheless, the pic 
ture isn't all black Now, 


I warned you 


please don't 
misunderstand this last. 
earlier that I know no magic formula 
that makes the procurement of new 
And I don't. But it is a 
fact that common stock financing is 


capital easy 
going forward in spite of the many 
obstacles and problems | have de 
scribed. So, even in the absence of a 
magic formula, there must be certain 
basic things which can be done to take 
a tough job out of the realm of the im 
possible And there are, of course 
razzle-dazzle about 


There isn’t much 


them. They are so simple and common 
almost dull. But it’s 


amazing how often they are overlooked 


sense as to be 


by the corporation in search of new 


capital 
Advance Planning 


In the 
procurement of new capital should be 
By this I 


first place. planning for the 


done well in advance of need 
mean that the corporation should select 
an investment house and allow plenty 
of time in which to get acquainted 
After all. there’s little 
tween a corporation and an individual 


An in 


dividual can walk into a bank or loan 


difference be 
when it Comes to raising money 
company where he is well known and 


A com 


plete stranger, on the other hand, is at 


obtain financing rather easily 


a decided disadvantage. In the same 
manner, it is easier to finance unde 
favorable terms if the corporation is 
well known to the investment fraternity 

Planning in advance of need gives 
you the opportunity also. to select your 
investment house earefully \ famous 
jurist once said that he could almost 
udge the merits of a case by the law 
vers selected to represent the litigants 
In the financial field. the name of an 
inderwriting house often is the strongest 
-elling 
curity And I don’t mean by this that 
ill financing has to be placed through 
Morgan, Stanley or Lehman Brothers 
or First Boston. Many small local in 


vestment houses have as fine a reputa 


point in the sale of a new se 


tion as the big ones and are, as a matter 
of fact. in a_ better position to place 
securities with investors in a particular 
irea The potnt ts that it doesn't mat 
so long as 


And the only 


right one 1s to 


ter what house you select 
it's the right one for you 
way you'll secure the 

illow yourself—and the underwriter 
enough time to get really well as 
quainted. Quick, shotgun marriages in 


the financial world usually have the 
same results as they do in the field of 


human relations 
Public Relations 


\ third basic must for the corpora 


tion seeking new money (and this, too 


involves planning in advance of need) 
is the maintenance of a sound continu 
ing public relations program Too often 
management pays no attention to publi 
relations until money is needed, then 
bursts into feverish activity when it’s too 
late There is much more to public 
relations, of course, than selling stock, 
but certainly a continuous program is 
one of the most constructive steps whicl 
can be taken in marketing of securities 
It's a job of selling the public in gen 
eral, the corporation’s own stockholders 
in particular along with investment 
houses and banking institutions, on the 
value of your particular business enter 
prise. Its been proved over and over 
again that securities can be sold, even 
in these times, if investors have confi 
dence in the company, and know the 
company well It is of paramount im 
therefore 


portance that annual reports 


publicity releases and all other com 
munications with segments of the pub 
lic should be prepared with the idea of 
selling your company. In other words 
if you have a good story (and you must 
have or you're licked before you start) 
then for heaven's sake tell it! 

Now | warned you a few moments 
much 


ago that there wouldn't be 


glamor about these points And you ve 
seen that there isn’t. But glamorous ot 
not, its been demonstrated that they 
work They work, too, in the matter 


bank 


other half of my omnibus 


of securing additional lines of 
credit, the 
subject which I will be glad to discuss 
more fully during the question period 
They don't make a tough job easy. but 
they do make it possible of accomplish 
that the 


swiltest way to travel the route to the 


ment They prove surest 
successful solution of your money prob 


lems is to make haste slowly 


LOAN COMPANY AD IDEA 
WINS “TOP” RECOGNITION 


Henry Hoke, one of the nation’s top 
direct mail experts. and Editor and Pub 
lisher of the official publication of 
Direct Mail Advertising Assn., “The 
Reporter of Direet Mail commented 
is follows in the June issue 

AN ACE OF HEARTS is attached 
to a clever mailing being used by Loan 
Syndicated 

Advertis 
ing Service, 304 Lyon Block Bldg.. Al 
bany. N. ¥Y 


tion to use Card in obtaining immediate 


ind Financing Companies 
pieces created by Distinctive 
Back of Card is an invita 
cash loans (ccompanying letter starts, 
It's a wonderful feeling to have 
in Ace in the Hole 

Those interested may obtain free sam 
ples of this three-piece promotion by 
directly to “Jack” Flanigan 
DISTINCTIVE at the 


writing 
President of 
above address 


ADVERTISEMENT 





Responsibilities and Duties of a Good Cashier 


By HARRIETT HAAK 


ng Instructres 
vealth Loan 


is, Indiana She gave this 


Company of 
Sdth Annual Convention of 


{ssociation of Small Loar 


What is a cashier? 


question from an average individual to 


Response to that 


day, in all probability would be shallow 
suggesting that her prin ipal duty is to 
make an accurate count of her cash and 
to thank the customer for the opportu 
nity to serve him Kee ping an accurate 
count of cash is important, but we whe 
ire in the loan business know that our 
cashiers must be capable of offering 
our clientele much more than just that 

More than once, I have heard a re 
mark, “Oh, she is just a cashier.” 
Surely, these statements must have been 
made without forethought. No position 
in a loan office, irrespective of the tithe 
it carries, is more important than that 
of a cashier. She has many responsi 
bilitie and duties What requisites 
then guarantee a good cashier? 

Primarily, she must have a natural 
enthusiasm for the job she is to perform 

company Lack of interest 
deve lop efhiciency 


been said that fir 


i bad evening but [| was in a rush 
ind didn't possibly have enough tim 
to select the merchandise | had set out 
to purchase. My first impression was 
far from favorable and | have sin 
taken my business elsewhere 

| would like to state another exam 
ple. Not too long ago, a loan applicant 
entered one of our offices The only 
reason he came to Commonwealth, so 
he said, was to pay off another loan he 
held with one of our competitors. where 
the service, in his estimation, was ter 
rible. His story is a little difficult to 
comprehend He became infuriated 
while three cashiers argued back and 
forth for fifteen minutes as to who 
should take his 


blame him? 


payment. Do you 


A good cashier should show no pref 
erence to anyone, whether he be a well 
clothed 
everyday laborer If any preference 


businessman or a common 
is shown, it should be to the laborer 
is he is probably the more likely cus 
tomer of the two 

When warranted, she should compli 
ment the customer on his excellent 
credit record. On each payment, the 
address and employment should be re 
verihed Unless she uses het 
imagination and initiative in the 
her efforts 
il 


ll bet you have offices over there 
saying the same thing about this country 


ing subject of conversation upon his re 


turn to the office. She should remem 
ber that all the interesting tales her 
customers may relate, should be kept 
confidential and never discussed out 
side of the office Since she is some 
times called upon to explain the reason 
for occasional variation in interest 
charges, she must be tactful as well as 
pleasant because each case must be 
handled individually as most people 
understand 


easier than others A truly efficient 


are different and some 


cashier can make paying painless and 
do much to dispel the thought of inter 
est paying as being distasteful and in 
sidious. Never should she discuss her 
own trials or ills or enter into any 
political or religious discussions as 
these topics are apt to result in argu 
ments among a few; however, she 
should familiarize herself with current 
local, national and world events to be 
able to discuss them with moderate in 
telligence 
She can and should build up her com 
pany's good will and prestige but never 
it the expense of her competitors. Lin 
coln once said ‘Let not him who is 
houseless pull down the house of an 
ther. but let him work diligently ind 
wv himself, thus by example 
gy that his own shall be safe from 
ce when built.” She is her com 
in reality is a small 
itally important public relations 


personal t\ 


e able 
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make each conversation an expression 
helpfulness 
If she 


“service 


ef warm and courteous 
Our business is built on service 
is not fully aware of this word 
at all times, her technique will eventu 
ally become monotonous and stereotyped 
which the customer may rightfully in 
terpret as very poor business 

In one form or another, operations of 
a loan office will necessitate the per 
formance of simple mathematics Ac 
curacy on the part of the cashier. will 
save countless hours of the time needed 
in locating and correcting careless er 
rers which could have been more gain 
fully spent in servicing our customers 

If you are in accord with my observa 
tions of what a good cashier should be 
by new, many of you in the audience 
may be harboring thoughts of doubt 
about the cashiers with whom you asso 
ciate. You are wondering whether we 
can expect these cashiers to accomplish 
these duties and responsibilities with 


eficiency and enthusiasm Most of 


{ 


these qualifications are the result o 


long and carefully planned training 
Of course, there will always be some 
who will excel in anything they under 
take. However, | believe that almost 
any individual with the proper mental 
capacity and the proper attitude, who 
undertakes to become a cashier. can b 
trained inte a highly effective person 
ality if she is given the proper guidance 
Who should be responsible for the de 
velopment of such a cashier? Person 
ally, | can think of no one more quali 
fied to perform this important duty than 
the manager himself The manager is 
the person on whose shoulders the suc 
cess or failure of any office rests and | 
am confident that every manager is 
fully aware that this important positior 
of cashier goes far toward determinin 


success or failure of his office It 


is the cashier whe will greatly cor 


tribute to his ability not only to retain 
but to increase his loan account, by de 


veloping and maintaining the good wil! 
oft hts customers 


With this in mind. it 
| 


would seem that every manager would 


| 


want to spend the necessary time = tn 


training any employee who has pet 


sonal contact with his customers, par 
ticularly his cashier. to a degree that 


would guarantee 


qualified pertorman 


” this ill-important functior at 


int of training is in itself 
cashier that | 


on to the ability 


course. Do amo 


perform n unctions © 


position. loyalty, enthusiasm and 
malitvy are the other necessary es 
entials Enthusiasm can he develope 
Hovee usually only by a pat 
superiors In the cas 

cashier, it would seem that th 
manager would be the logical one to se 
the pattern in his office Enthusiasm 


begets enthusiasm. If a manager con 


AUGUST, 1950 


sistently displays enthusiasm in his of 
fice, he can then expect his employees 
to be enthusiastic and perform their 
particular duties in an enthusiastic 
yanner 

It looks as though | may be deviating 
from the subject of “Responsibilitic 
and Duties of a Good Cashier.” but I 
again repeat that seldom do the quali 
ties we would like to find in a gool 
cashier, just happen Someone must 
have the patience and the time to give 
helpful and understanding counsel to 
any employee new in the business, when 
ever it is necessary, so that he may learn 
to perform his duties as the manager 
would like them to be performed. Most 
people work not only for the compensa 
tion they receive. but for the satisfac 


tion of having someone recognize their 


abilities. If a cashier, or any other em 


plovee is doing a good or an excellent 
job, the manager should be just as quick 
to compliment them on their effort as 
he would be to criticize them if their 


By his so 


work was unsatisfactory 
domg, they will he even more encour 
aged in their effort to attain perfection 
in their particular job and to become 
the cashier or employee that any office 


When a cash 


ier has gained this experience and abil 


would be proud to have 


ity, she will. in my opinion, prove to be 
one of the most valuable assets her em 
ployer has. Her efforts and thoughts 
will then be directed toward the more 
essential phases of our business, not 
just the dollars and cents in her cash 


drawer for which she must account 


The San Antonio Case 


We quote the following state at 
from the San Antonio, Texas, Express 
for the information of our readers 
but call your attention to the fact that 
none of the persons or companies in- 
volved were licensed consumer finance 
companies operating under the Uni- 


form Small Loan Law. : 
—Editor. 


32 Loan Men 
Draw Fines 


Thirty-two members of a nation-wide 
chain of small loan companies were 
fined $145.000 in federal district court 

re Thursday by Judge Ben H. Rice 
Jr.. for violating federal anti-trust laws 

Holmes Baldridge. assistant attorney 
general from Washington. D. ¢ was 
here for the arraignment 

Rufus Dewitt King 


ional chain of small loan companies 


owner of a na 


ind 84 others were originally indicted 
by a grand jury here in 1944 Judge 
Rice, at the last session of federal court 
had set the trial for July 17. One hun 
dred and five witnesses from all over the 
United States, including hing’s private 


-ecretaryv. were subpoenaed for the July 
trial 
Phe 32 defendants entered a plea nolo 
tendere, but Judge Rice found then 
anti-trust 


of violating federal 


laws and fined 26 of them $5.000 and six 


§$?.500 Five were 


dismissed because 
they are deceased Their ple i mean 
they would offer no defense the 
es, but did not constitute id 
mission of guilt 
Seventeen other members of the ran 
the Wilson chain and the 
Crowe chain, will have to enter pleas 


by July 17 


companies, 


attorney general through the 
investigated the loan companies 
and obtained indictments against them 
They were arrested in 1944 and made 
bond 
Over 100 lawyers are involved in the 
sult 
Those fined $5.000 are John Madison 
Ogden, Paul Edward Leake. Samuel D 
Sell, William H. Ogden. George O 
Miller. D. D. Diamond 
Roger Robert I Ross, the 
Audit and Supervision Co., 
Audit and 
Acme Finance Corp.. Ross Investment 
Co.. Way Finance Co., 
chasing Corp... Bibb Brokerage Corp 


Ray. Irving 
Cecil W 
National 
Ceneral Supervision Co 


Salisbury Pur 


Chatham Finance Co.. Citv Finance Co 
Madison Finance 
Valley Brokerage 


Co., Southern Investors Corp 


Service Discount Co 
and Investment Corp 
Carolina 
Walnut Finance Co., and 
Paramount Investment Corp 

Those fined $2.500 are Small Loan 
Brokerage Co.. Gulf Loan Brokerage 
Inc.. Independent Brokerage Co.. Inc 
Imperial Brokerage Corp... May Broket 


and Empire Investors Corp 


Finance ¢ orp 


ige Corp 


San {ntonio Express 


Innate in this system (the Amer 
can economy is the fact that it is non 
cannibalistic It feeds neither upon 
itself nor on its neighbors: it is designed 
to maintain itself and reproduce itself 
through the encouragement of produ 
tivity and thrift é it has created 
wealth as no sys n before or contem 
porary with it has done. and put that 
wealth within the reach of more people 

Carrol M. Shanks 
CED Trustee and President 
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The TD-APP 


By ROBERT BARTO 


irm of First Question 
Wash 


The first question asked the appli 
cants turned down was what kind of 
vdivertising brought the applic int into 
the office Here we should remember 


= that the important thing is what adver 
The TD-API ltising media brought in the applications 
n the consumer that were made into loans on the books 
speed up our operations ar i Tow 


who keep records of this infor 
more efhiciency For those mation already have those figures In 
familiar with these abbreviations inswer to our question we found that 
is an applicant for a loan, and customer recommends, and that included 
in applicant who was turned down relatives, friends, ete.. brought in 32 
t loan of the applicants. Newspaper adver 


tising rated 26 followed by Neons 
»” 


In the consumer finance usInes ( 


serve the public I personally believe 


ns which pulled classified 


that we do a good job of being th 


ads in telephone book 13 ind radio 
banker for the man on the street I 7 It is significant that none inter 
true that we do not make all the loans viewed reported that they had been 
ipplied for, although sometimes solicited by direct mail \pparently 
conomically we the offices using direct mail are screen 


broke within a sh " AT 


ing iddressees on direct mail Phat 


s a very good policy for these offices 
Investigation Planned After all it would be a poor thing fox 
Applicants that are turned do ) the industry and equally poor for 
ce and onto th t ) involved if a man was invited 
to make 1 loan and was then turne 
problem an o ! down tor some reason 
problem in on i In several instances we 
Washingto Association Program and ipplicant brought into the o 
Entertainment Committee elected to co idvertising media of a com 
duct a little 1 ion The comm These and similar instances are 
composed if questions to | vely unimportant, and probably ca 
isked applicants who had been nec 0 n the long run, except in the case 
dewn by various ofhee mn eity the name of one firm in plies the 
Phe questions were worded in a friendly nam t another have such a situ 
manner and were designed to b g out Seattle 
" ~ ' tl! | “ “ 
3 : nen “ae a anc aceace Second Question 
were approached b e second question isked the turned 
dentihed themselves . tlown yplicants was i veneral question 
Washington State itn i itmosphere of the office. the 
ind the services Sixteen per 


mething was wrong 


they 


~wer 


Thorndyke 


| is 


trend 
that the 
facts 
With Mom says | can go to the movies, but | 
deavored nt ey | rty thought I'd ask you just for the heck of it 


as “businesslike” and 49 showed 
that they were treated very well (“busi 
nesslike but friendly” or “friendly” 

These replies are fine and reflect credit 
upon the personnel in the offices in 
volved. We did, however. receive several 
remarks about there being no one at the 
counter to wait on the applicant, or that 
personnel in the offices did not see the 
applicant waiting at the counter All 
office personnel should “be on the ball” 
and hit the counter the moment some 

one comes In, 

We received a few remarks, three to 
be exact, about offices that were drab ot 
dark and unfriendly. You who conduct 
your operation in an “old style” office 
with dark furniture, dark walls, et 
might do well to call in a good painter, 
or an architect who specializes in of 
fee layout and design Observe the 
nteriors of the Commercial Airline 
ticket offices or travel agencies. or some 
of the new branch banks built around 
Seattle since the war They are re 
plete with color and eye-catching de 
sign. Psychologists tell us that the col 


ors surrounding us determine our moods 


to some degree We should then con 
sider the color of our office as an im 
portant factor in the impression it 


leaves upon the applic int 


Third Question 


The third question was more specifi 
than the previous questions The ap 
plicant was asked to give his impression 
of the interview Twenty-three per cent 
inswered that they were poorly im 
pressed. and when questioned further 
they gave the interviewer various state 
ments such as: impersonal, two many 


questions, no chance to ask questions, 
nosev, ete The remaining 77 per cent 
were favorably impressed with the inter 
There is room for improvement 

poor impression that we 
o leave with the turned 
We should make every 
impersonal inter 
ipplicant’s side 

A deal < like i sheet 


is tWwo sides 


Fourth Question 


swers to the surth question 
isked turned down applicants, “how 
the rejection for tl loan was handled 
was broken into two sections: first the 
method, second the manner 
Kighty-six per cent were told to call 
back later on the phone to see if they 
qualified for the loan. and 14 per cent 
did not call back at all. It looks as if 
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we were losing some business by not 
making it clear to the applicant that it 
usually takes a little time to check up on 
him after he has turned in his applica 
tion. Then again this can be the result 
of the fact that some people are “shop 
ping” for a loan, or that some do not 
feel that the loan is worthy of the effort 
to call back and find out if they 
“passed.” Making spot 


help out here 


loans would 
but of course the risk is 


greater this way 


Fifth Question 


The manner of rejection was broken 
direct 
Sixty per cent indi 


down into two categories, the 
and the indirect. 
cated that they were given a direct an 
swer as to why they were rejected for 
a loan. Such answers as “slow credit” 
wr “sole income being Aid to Dependent 
Children.” or “$500.00 limit would not 
solve the problem.” or “too many loans 
iround town,” were classified as a direct 
inswer to the reason for rejection 
Sixty per cent of those turned down 
were so handled. Twenty-three per cent 
indicated that they were given an in 
direct answer such as credit depart 
could not 


ment would not pass or 


handle or “interviewer did not know 


Some indicated that the answers were 
te or embarrassing, and these were 
neluded in the indirect manner of 
turned 


ection seventeen per cent 


did not ask for the reason and 
none was given 


m iking 
ipplied tor Is 


The problem ot 


rejections 
for loans something 
that can be greatly improved upon ac 
cording to the results of this survey 
The writer believes that the 


should be 


turned down instead of reliance 


applicant 


given the reason for being 


upon 


1 vague and hackneyed answer that 


those 23 per cent indicate 


had been given | pon ivin 


son for rejection, IT su es 


follow up by stating vou will be 


than glad to make the 


hore 
ipplicant the 
difficulty 


possible 


loan if he can clear the 
involved This is not 
but should be kept in 


the rejection is made 


Miscell neous Comments 


Our interviewers in into several 
teresting remarks during the course 
their work. One 


the only time vou vet i loan Is 


applic int stated th 
when you do not need it The same 
thing is said about commercial banks 
Another appl 


eant stated that the loan companies are 


ind it means nothing 


a big racket and are in cahoots with 
the banks to kee p the poor, hard-work 
ing man from getting any place The 
interviewers report after interviewing 
this man—applicant below par in intelli 


gence has not worked since he 


applied 


for the lean late in January 


income 
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comes from questionable source. On 
the other hand one applicant said that 
he was a real believer in small loan 
companies and if it were not for them 
he would not have a thing to his name. 
He felt that the 


and in no way misleading. 


advertising was fair 


Several colored applicants volun 
teered the information that they were 
sure their race had nothing to do with 
their being turned down. That is very 
good for in our busine ss whe re we deal 
with the man on the street there is no 


room for racial prejudice 


Sixth Question 


The sixth question asked the turned 
down applicants had to do with the 
Poor pulled 
12.5 per cent, fair 12.5 per cent, good 


treatment accorded them. 


9 per cent, and very good rated 16 per 
cent. Even of the 23 per cent who were 


given an indirect reason for being 
turned down, only 12.5 per cent felt 
that they were treated poorly. The re 
maining 87.5 per cent were satisfied 
with the way in which they were treated 
This again is a good showing and re 
veals correct procedure on the part of 
office personnel. 

Phe last que stion asked 


cant trv to 


did the appli 
get another loan after being 
interesting 


turned down,” reveals some 


information. Seventy-five per cent said 
that they did not try again. Five per 
cent came back into the same office af 
ter clearing up certain difficulties and 
were made the loan. Three per cent 
were helped out by friends and rela 
offices made loans in 
GI dividends 


bonuses solved the 


tives and other 
ten per cent ol the cases 


ind state financial 


problem for seven per cent of | the 


turned down applicants 


Summary 


l. Direct mail brings in few turned 


Other 
media bring in turn downs in the fol 


down applications. advertising 


lowing order: references, neons, phone 
book, newspapers and radio. Not know 
ing how many loans were made this 
information is negative in importance, 
the important thing being what brought 
in the applications made into loans. 

2. Greetings and interviews are han 
dled well but office interiors should be 
dolled up, not in the manner of a 
pseudo-superb coc ktail salon but along 
modern architectural ideas and color 
ing. 

3. Continually strive to eliminate un 
necessary questions during the inter 
Let the applicant talk. He will 


without your 


view. 


answer many questions 
having to ask 

4. Get away from the “call back in 
idea. Make every effort to 


wind up the deal one way or another 


an hour” 


while the applicant is in the office 


». If the applicant is turned down, 
make it clear to him that it is because 
of a company policy, and nothing per 
Further 


explain to him that if he can 


sonal against the applicant 
more 
clear up the objectionable item you 
will be glad to extend to him your serv 
ice Avoid the vague explanation for 
a turn down. The customer is wise and 
sees through many of the reasons given 
for turning down. 

he figures show that three-fourths 
of the 
fied with the treatment accorded them 
ill try to make it one hundred 
against 


people turned down were satis 
Let us 
per cent. Continual vigilance 
a hac kne ved routine manner of making 
turn downs must be maintained 

1 will summarize the results of this 
short but 
sentence—be friendly se 


report with the important 
friendly he 
cause in the consumer finance business 
it is our friends who enable us to op 


erate successfully 


Changing Times, The Kiplinger Magazine 


Presents a 
“The Small Loan 


The July 1950 issue of Changing 
review of the con 
United 


ipproaches the sub 


Times contains a 
business in the 
This article 


ject trom an objective 


umer finance 
States 
viewpoint and 
shows an unusual depth of study and 
inderstanding of the scope and fune 
tioning of cash credit facilities 
Servicing the loan needs of American 
families is big business and is recog 


author He ce 


velops the theory and practice of lend 


nized as such by the 


ing under the Uniform Small Loan Law 
and carefully distinguishes between li 
censed lenders and loan sharks He 


makes a good presentation of the rate 


Good 


Business. Good & Bad” 


Article on 


problem involved in retailing money in 


the consumer finance business 
Phe article points out why small loans 
cost so much, who borrows small sums 


why people borrow, the average loan 


theory and the procedure in obtaining 


a loatr It ends with some sound advice 
to borrowers about using lean credit 
ind appends a table of rates for the 
several states 

For additional copies of the July issue 
or reprints of this article. write to Na 
\ssociation 


Washington 5 


tional Consumer Finance 


Bowen Building 
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Personalities 


WENTY Years Ago in the News 
Personal Finance News, August 1930 


National Officers, 1929-1930: 


President, Albert P. Snite; Vice President, T. M. Kauf- 
man; Executive Vice President, W. Frank Persons; 
Treasurer, T. J. Harrison; Secretary, Edgar F. Fowler 
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K 


AA 


\f 


I I I TS 


Wer TO OV 


Most of the 10,000 loans considered in this study were made for very 


small amounts. The most common amount borrowed was $100 and 


$50 came next in frequency The arithmetical average for the total 


loans lies somew here between $113 and $127 Half the loans were 


for $100 or less, 16 per cent being for less than $50. Only four loans 


were greater than $300 in amount These probably were made in 


Ohio, which did not, at the time, have the $300 maximum specified 
by the Uniform Small Loan Law 


—Ten Thousand Small Loans, by Dr. Louts N. RoBinson 


Elmer C. Millard, president of 
the New York State Consumer Finance 


Association, has had a long and varied 


rT OY ey 


Specifically, the purpose of such a factual investigation and analysis 
xperier in the small loan business 

7 — ; , is threefold: (1) to break down any hostility to the personal finance 
and «nie whic h has “ft ldom been 


) 


business that may exist in isolated cases; (2) to improve the standards 


equalled 
“ae ee ee ee ee f competition between the different companies operating in the field 
‘ Aus ue i ! ay ‘ i wi } ‘ 
attended zrammar and high school but of personal finance; and (3) to establish a factual basis for a progressive, 


because of the death of his father. was constructive legislative ind economic program 


\ 


BAA 


unable to attain his cherished ambition In view of the fact that today the personal finance business has 


namely, a college education ittained a dignity and a recognition equal to that accorded any other 

Mr. Millard in 1904. started his first 
job in the small loan business at De 
trou Michigan He was the outside 


man for the Detroit Loan and Invest 


type of consumer finance institution, ind in many respects comparable 


x 


to that accorded commercial and investing banking organizations, scant 


\f 
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ittention need be given to the first objective. Gradual and substantial 


growth of personal finance companies in the next five years will, by 
ment Company. owned and oper ited by 


Viessr Fenn and French of Toledo 


Ohio Iwo vears later he the man 


penetrative education, remove the last vestigages of any unwarranted 


bias against this ty pe of credit operation 


4 the Central Loan Company FRANK W. Parker, Professor of Finan 


Poledo. and the next vear went to Phila Wharton School of Finance and Commerce 
delphia and opened The Peoples Loat 
WS 79 OY 
(Company im that erty 
He became mana ot the An 
Loan Cor nv in Philadelphia in 191 


off 


In the pers nal finance business, the opportunities tor the cultivation 
ot trends ind proponents mong our patrons S great No business 
Ml managed 
Newark. New Jer 


Vania ind Balt 


touche more intimately the lives « its customers No business en 


ore delicate service demands upon whose competent handling 


19] measure of goodwill depends suc this intimacy between our 
! IYIs 


ness and our patrons is not tomatic advantage The 


intimacy of the relation often ers our patrons trom making 


c protessions of ipproval, wereas they would have much less 


er il t 


Millard 


their opinions ibout less personal service 


W FRANK PERSONS I 
an A ation of P 


ut expressing 


ta 


mau ing the stride, pace ind direction 


ay 
> 


te and comprehending contact wit many-sided human 


personal finance eXecuti encounters every day 


whicl 
t 


There is more of the long sought ! gic of eternal youth 
day business itself than 1 be supplied by the most 
public competent of educators. And this explains why even the venerables in 
the business retain their edge, their zest for the future 


WY WA WWW SS SOS 
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Convention Speaker 


Paul D. Bagwell 


Professor Paul D. Bagwell, head of 
the Michigan State College Department 
of Written and Spoken English, will 
speak at the Inaugural Luncheon on 


September 23 He was president ol 


the United States Junior Chamber of 
Commerce during the 1948-49 term and 
is currently serving a three-year term 
on the United States National Commis 
sion on UNESCO 

Among the national honors which 
have been accorded Professor Bagwell 
are appointment as chairman of the ex 
positions division of — the President's 
Committee on Emploving the Physi 
cally Handicapped. appointment to the 
board of directors of the Atlantic Union 
Commission ind election to the presi 
dency of the National Society for the 


of Coommunication tor the > 


He perc aitie 


lof direct 


A lot of people 


it ce relatio 


me the latter 
Howa 
! 


AUGUST, 1950 


Pictured above are two offices of 
Public Loan Corporation. The office 
in the upper picture is located at 200 
Kahn Building. Indianapolis. It has a 
palomino colored counter and fixtures. 
The office in the lower picture is in 
La Salle, Ilinois at 726 First Street. 
The walls are of knotty pine. the floor 
of green and gray asphalt tiling, and 
the front of the counter has been fin- 
ished in knotty pine to blend with the 
walls. The lower portion of the three 
closing rooms is of knotty pine and the 
upper portion of Flutex glass. They 


have swinging doors. 








FOR 
interest-computers 
WRITE 


Albert M. Hunter, Inc. 


112 No. 7th St Philadelphia 6, Pa 











A Glance at What They Are Doing i tnd as eld that pst “in hs 


‘ treasurer, he will continue as Common 

Commerce of that city. A state junior . 
wealth’s advertising director 

golf tournament was held under the 
sponsorship of the Jaycees at Olympia 
Field Country Club in July. They are 
also conducting a safety program for 
children. This fall an Industrial Fair 
will be held and in December the an 


Capital Finance Corporation of 
Columbus, Ohio, has announced the 
establishment of a new organization, a 
circle of the selected select. within 
Capital. The new group will be dis 


al Christmas ligl a ll take 
— ES Tie Peagrem we = tinguished by being presented with ap 


place. propriately inscribed plaques and may 

after such presentation, be known to all 

D. T. Bunting, president of th ind sundry as a “Doctor of Humanics.” 

Wayne County Finance Company, Fair Awards are open to any Capital em 

field, Ilinois, was master of ceremonies ployee—man or woman—-without regard 

at the Dedication Program of the Fair to rank, station or period of service with 

field Memorial Hospital. Governor the company and there is no limit to 

Adlai E. Stevenson made the principal the number of times this high recogni 

address Mr. Bunting also served as tion may be earned. The award is to 

general chairman of the Campaign he conferred ‘ea theses whe most the 

Committee of the Hospital Drive for following test: “Performance of an out 

Wayne County and is a member of the standing job of civic service to the local 

hospital's Board of Directors community in such a manner and fash 

ion as to extend and expand further 

C. Ray Life and Gordon D. the knowledge and acceptance of our 

Bryan have been elected vice presiden consumer finance industry by the pub 

The lady in the bonnet in the p\ and treasurer respectively of Common lic-at-large Such extracurricular ac 

ture above is Renna May Hughes wealth Loan Company of Indianapolis tivities to be confined. for the most part 

ind her companion Betty Rumer, Indiana. Mr. Life has been associated insofar as practicable to those hours 

of the Vincennes office of the Home with Commonwealth for over 19 years other than regular, normal office hours 

Loan and Finance Company. The State in which time he served as branch office Awards to be significantly bestowed for 

of Indiana celebrated the Sesquicenten manager, supervisor, and assistant vice meritorious public service over and 

nial of the founding of Indiana Territory president. Mr. Bryan has been with the ibeve the call of duty, aside from mere 

at Vincennes in 1800. The celebration company for 17 years. Starting origi employment, not directly compensated 

was held the first four days of July and nally in the office at Peoria, Illinois, he by Capital employment.” 

the modern “Alices of Old Vincennes” 
entered into the spirit of the celebration 
by attiring themselves in period dresses 
for several days prior to the big cele 
bration. Governor Henry Schricker of 
Indiana and Governor Adlai E. Steven 
son of Ullinois were among the digni 
taries whe spoke on the 4th of July pro 
yram at Vincennes The post office at 
Vincennes was the only one in the 
United States open the 4th of July 
This distinction came as the result of 
the issuance of a special commemorative 
pos re stamp honoring the Sesqui 


centennial celebration 


A. L. Peterson, manager of 
kriendly iance, Inc Maviield. Ken 


rve «ot 


ements 


Rivers Cour tne Bo Colonel Fred B. Snite, Local ‘ Company, Chicago, entertained “visiting 

‘ , firemen” June 14, following a meeting of State Supervisors. Beautiful Elmhurst 

Bond Country Club was the locale. Reading left to right (top row)—Jim Walsh, 
Dominic Sesto, manage DeWitt Paul. Terrence Dillon, Hal Wagner. Tom Mulligan, Al Bagley. Tom 
Model Financ Compat a 0 Kennedy, Colonel Fred B. Snite. (Bottom row)—Andy Coyle, “Buck” Cash, 
Heights, Hlinois t | ecter Joe Knight, Ora Smith, Otis Jones, John Doyle, Ray Vester, Max Shelton, Tom 


president o Griffin. 
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A Businessman’s Soliloquy 
By RAYMOND L. COLLIER 


1 am firmly convinced that there is 
need for a strong active national trade 
association in my industry—in any in 
dustry. 

I can understand how the efforts of a 
minority to establish sound business 
ineffectual if the 
majority choose to go in all different 


oppo 


practices would be 


directions—many diametrically 
site. 

I can see why statistical information 
contributed by 10° of an industry 
would be almost valueless, and why 90% 
participation would make all the differ 
ence between a weak showing and a 
bull’s-eye for the trade association 

I am sure friendships acquired in the 
course of cooperative trade association 
work are worth while and can be mu 
tually helpful 

I am sold on cooperative organization 
as the most economical and effective 
method of dealing with many industry 
problems which cannot be solved by 
individual companies acting alone 

I believe the first big 
dustry, seeking a solution of problems 


job of any in 


too broad to be attained by individual 
that of 


efficient trade associa 


action, to be joining together 


into a strong 
tron 

I realize that such an organization 
cannot speak authoritatively for the in 
dustry unless it has the moral and finan 
cial backing of a preponderant majority 
of the best-thinking minds in the busi 
ness 

I have observed that the greater the 
number of individual business units in 
the industry. the more difficult it is to 
build a representative organization 

I am aware that no worth-while sery 
ice can be undertaken by a trade asso 


f membership 


ciation until the question o 

is out of the way 
I know the trade 
hohind of 


= be d e eight ba is lon 


dissociation on 
major portion of his time has 
devoted to membership building 

I appreciate the fact that no industry 
can expect its tr ide association mana 
to spend nine-tenths of his time 
soliciting memberships which slip away 
because only one-tenth of his time can 
be devoted to constructive work 

I conceive this question of member 
ship building as a direct challenge to 
me and as a task which I and everyone 
else in the business should accept as 
primarily our responsibility 

I fully understand that I cannot ex 
pect, upon joming suc h an organization, 
immediately to receive amazing benefits 
without any effort on my part 

I am certain it is a mistake to join 
a trade association with the idea of 
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sticking for a relatively short, limited 
period, to give it an opportunity to 
demonstrate to me that it can be valu 
able to me in the conduct of my busi 
ness. 

I feel positive on the other hand, that 
the correct approach is to join with the 
idea that I will stand by the organiza 
tion indefinitely, meanwhile exerting 
my full influence to indicate to others 
in the business that our collective future 
will be 
through pooling of resources, make pos 


brighter if we all join, and 


sible the financing of a worth-while pro 
gram that will be of real benefit 

I conclude that successful trade asso 
that it 


can come about only through the sus 


ciation work is not self-starting 


tained enthusiasm of a united industry 
which must express itself first through 
joining the common organization and 
make the 
adopted function effectively 

I do not think of trade association 


then helping to program 


work as a miraculous thing whose magic 
will perpetually insure my company, if 
1 member, against red ink 

I am sure it is illogical to expect 
worth-while results from trade associa 
tion work unless I support the program 
by contributing financially and by giv 
ing thought 


freely of my personal time 
ind counsel to the work in hand 
I am positive that the best program 
ever developed for cooperative industry 
activity will be unavailing without the 
enthusiastic support of the industry be 
hind the plan 
I do not propose to participate in the 
better conditions brought about by the 
trade association in my field without 
doing my share 
lot expect I do not want, a free 
other fellows’ expense 
I am persuaded that in the perilous 
uncertain period which appears to lic 
ahead) = for \merican 


heoves all units in all industries to band 


business t bye 


themselves together with the 


strongest 
possible t 0 ! tual counsel and 
support 

I shall hom my association ind work 


work hard, alor £ 


bers. toward our common objectives 


with my fellow mem 


I shall do all in my power to build a 
strong. efficient trade association for my 
industry. 

Then, after the membership has been 
built to satisfactory proportions and the 
program adopted is well under way 
should I find that the association's work 
falls short of my expectations, | may 
reasonably ask “Why?” But I will di 
rect the question to the man whom I 
set nomy mirror 


Reprinted from The Foundry 


Wanted by the FBI 


Frank Douglas Przybylski 
FBI No. 473,030 


The FBI has requested the assistance 


of finance companies and_ collection 


agencies throughout the country in 
locating Frank Douglas Przybylski ( pro 
Shebilsky), 
who is under Federal indictment for a 
violation of the National Motor Vehicle 
Theft Act 


Investigation has disclosed that the 


nounced pictured above, 


fugitive, using the fictitious name 
‘Grant Curtis” was, until recently, the 
trusted and capable assistant manager 
of a finance company at Houston, Texas 
In view of his experience gained in the 
finance and collection fields, the FBI 
feels that the fugitive may seek similar 
employment in some other section of 


the country under another fictitious 
name. Other known aliases of Przybyl 
ski include Douglas Ames, Merle An 
Frank Frank Douglas 
Cotton, Frank Douglas, Frank Emerson 
J. M. Leonard, Arthur S. Page. Llevd 
Williams 


Michael 


drews Brown, 


Payson. Don Reeser. Jerry 
Larry A. Williams, Jeoffrey 
Winters 

Przvbylski is described as follows 
Born July 5. 1915. Omaha. Nebraska 
Height. 5’11 ”: Weight. 184 pound 
f brown, receding at 
Build 
Nationality 
Occupations, chauffeur, ste 


ves browr H iit 
temples: Complexion, mediun 
medium Race white 
Ame rican 
nographer 1 er ind credit official 
Sears and pit scar right elbow, 
cut sear le 

second joint left index finger 

second fom’ left thurs 


Hobbies, 


stamp collector 


inch sear ) 
dimple on point of chin 
motoreycle enthusiast 
wears well tailored cloth 


Appearance 


ing, generally wears suspenders without 
belt, termed by associates as a ladies 
man”: Marital status, married and may 
be traveling with wife, a trained nurse 
Any information which may assist in 
locating this individual should be fur 
nished immediately to the Director 
Federal Bureau of Investigation, Depart 
ment of Justice, Washington. D. C.. the 
Special Agent in Charge of the nearest 


Division of the FBI. or local police 
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State Association Activities 





California 


The semi-annual meeting of the Cali 
fornia Loan and Finance Association 
was held at the Fairmont Hotel in San 
Francisco on June 8. The Board of Di 
rectors met in the morning at which 
time. in addition to action on routine 
matters, a report was made on_ the 
Group Insurance Plan now being offered 
to association members Phere is con 
siderable 


now seers 


interest in this plan and it 
probable that enough mem 
bers will participate to place the plan 
in operation 

Following — the Charles 
|. Schottland., Director of Social Wel 
fare, State of California, gave a most 
interesting talk on “Social Welfare Is 


lune he on 


Big Business.” He explained some of 


the most important programs handled 
by his department and pointed out that 
since the large amount of money spent 
in welfare programs comes from taxes 
every businessman should be familiar 
with and give thoughtful consideration 
to these matters Mr. Schottland wel 


comed questions and several availed 
themselves of this opportunity 

The afternoon session began with a 
talk This Association of Ours” by J 
Miller Redfield, the new executive sec 
retary of the association. He outlined 
his own personal program as well as 
the future program for the association 
and urged active participation by all 
members After this talk, a panel dis 
cussion was held with A. G. Koester of 


Public Loan Corporation as moderator 


Discussants were George R. Richter, Jr., 
ind L. J. Styskal of the Law and Regu 
lations Committee, J. S. Cole of Mer 
chants Acceptance Corporation and 
RK. O 


Corporation 


Siemon of Household Finance 
Questions relating both 
to policies and operating procedure 
were propounded and resulted in a most 
interesting and lively discussion. Most 
of the 


ind all felt it was one of the best yet 


members present participated 
held. The meeting closed with a social 
hour which afforded the opportunity to 
renew acquaintances and further dis 


cuss matters of mutual interest 


‘ + 
Connecticut 

The Connecticut Consumer Finance 
Association held its summer meeting at 
the Pine Orchard Country Club, Bran 
Paul | 
Selby, executive vice president of the 
National Associa 
tion, was the featured speaker Mr 
“Washington 


to his audience from the angles 


ford, Connecticut, on June 15 


Consumer Finance 


Selby explained — the 
scene 
of pending legislation, relation of con 
sumer debt to national income and pro 
duction, publicity regarding consumer 
credit, and the outlook for business in 
ue neral. 

Guest of the association was Melvin 
©. Hall, acting supervisor of the Con 
necticut Banking Department, Division 
of Personal Loans. Mr. Hall extended 
greetings to the association and ex 
pressed a wish to work in harmony with 
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MEMBERS of the 
NATIONAL CONSUMER FINANCE ASSOCIATION 


are extended a cordial invitation 


to attend a display of 


SIMPLIFIED SMALL LOAN FORMS 


AT THE NATIONAL CONVENTION 
IN CHICAGO 


September 21, 22, 23, 1950 


Edgewater Beach Hotel 


BUSINESS FORMS CORPORATION 


100 North LaSalle Street, Chicago 





the group. Mr. James Sweeney, as 
sistant to Mr. Hall and tormerly em 
ployed as manager of Crown Finance 
Company, was also present 

It was agreed to change the name of 
the annual scholarship to University of 
Administration 


Connecticut Business 


School students to “The Connecticut 
Consumer Finance Association Scholar 
ship in Memory of Fred H. Lovegrove.” 
The late Mr 
mental in establishing and maintaining 
A College Instru: 


to supervise the award 


Lovegrove was instru 
these scholarships 
tion Committee 
ing of these scholarships and to intro 
duce consumer credit courses into 
Connecticut colle ges, Was announced, 


Michelman, 


assistant 


consisting of Irving S 
chairman, John P. Bramer 
David Caesar. H. J 


Mumma 


chairman Detman 


and J. | 


Michigan 


President E. E. McDonald's letter 

“You should’a been there!” 

I'm sure that statement is going to 
be made many times by the one hundred 
and thirty-two who attended our asso 
ciation’s summer convention at the Bel 
vedere in Charlevoix, June 29 and 30. 
Those other members should know that 
they missed one of the best “working” 
as well as good time sessions which 
MCFA has ever held 

I nder 


Schroeter, with the help of 


the chairmanship of Myron 
Arnold 
Strem, Robert Hutton, Leo Ittigson and 
John Lee, the Program Committee pro- 
duced a package from which everyone, 
including our wives, received something 
of value and many came away with 
their minds overflowing from all they 
heard, saw and tasted. 

C. William Otte, 


Lansing Chamber of Commerce, opened 


Manager of the 


the convention Thursday evening with 
a graphic portrayal of conditions. both 
economic and social, as he saw them in 
a six weeks tour of eleven countries of 


Europe 
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The Friday morning business sessior 
with its reports to the membership by 
the officers and committees gave ample 
proof of the association’s progress in 
behalf of the business which it repre 
sents. 

This was followed by two formal ses 
sions which presented a splendid and 
Charles M. Cawley 
(August 
merle participated in a three-way panel 


helpful variation. 
Myron Schroeter and Haem 
Promotion 
Through Advertising and Sales” 


brought many favorable comments be 


discussion of “Business 


which 


cause of the worthwhileness of their 
many helpful suggestions. This was 
followed immediately by what could 
very well be defined as a short course in 
small loan operations by David B. Lich 
tenstein entitled “Executive Operating 
Guidance.” A trade magazine reporting 
on this address given previously at an 
other association meeting, described it 
as “everything from the arrangement of 
office furniture and fixtures to the estab 
lishment of employee pension plans.” 
It was all of that and more. 

At the Friday noon luncheon, Rever- 
end Father Keller, C.S.C., Director, Bu 
reau of Economic Research, University 
of Notre Dame, brought the formal ses 
sions to a close with a challenging 


message of conditions as they exist in 


LOWEST PRICE 
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these United States today and the part 
that every individual must play in the 
solving of them 

And, of course, there was entertain 


ment too Ihe President's Reception 
preceded the opening dinner Thursday 
evening. It was a gala “get acquainted” 
party enjoyed by all 

Friday afternoon thirty-four golfers, 
including your president, trod the 6,600 
yards of fairways and greens that make 
up the championship Belvedere Golf 
Course in hopes that our skill and or 
luck would give us a score that would 
win the association’s golf trophy—the 
“Past President's ( up” or one of the 
several other prizes. The Cup will be 
held jointly this year by J. J. Solner of 
Detroit and J. M. Copeland of Green 
ville who came home with identical low 
gross scores, 

Our non-golfers and ladies enjoyed a 
boat trip on scenic Lake Charlevoix 
while still others, who did not wish to 
brave the seas, enjoyed an afternoon of 
cards. 

The Friday evening buffet dinner and 
dancing party climaxed an outstanding 
program of business and pleasure 

You should’a been there 


New Jersey 


A meeting of the New Jersey Con 
sumer Finance Association held at the 
Knoll Country Club, Boonton, New Jer 
sey. on June 8, was attended by well 
A panel discussion on 


“Building the Consumer Finance Busi 


over 200 people 


ness in New Jersey” under the direction 
of Ralph G. Belknap, Bell 


Company, was a feature of the meeting 


I inance 


The participants, all engaged in actual 
consumer finance operation, were Ken 
neth | Lull, Seaboard Finance Com 
Fenton, Industrial 
Mason. Lineolr 
North 


pany. Eugene A 
Loan Society. Roy A 
Loan Company, and Robert A 
City Finance Company 

(Announcement was made of plans to 
present all association members of 10 
vears duration a laminated plaque in 
recognition of such service. It was also 
Mentz 
tion president, had been elected pre 
dent of the Newark Lions Club. 


announced that John I issocia 


New York 

On June 27, 137 members of the New 
York State Consumer Finance Associa 
tion from the Albany area met at the 
Ten Eyck Hotel in Albany to inaugurate 
an educational and public relations pro 
gram for the consumer finance industry. 

W. A. Bean, chairman of the Execu 
tive Committee of the New York State 
Consumer Finance Association which is 
sponsoring this program, in comment 
ing on the meeting stated: “We plan to 


bring our public relations activities to 
each lecal community served by thes 
loan offices. This is the first of a series 
of meetings which we are planning in 
various areas throughout the State to 
foster a better understanding of the 


consumer finance business through 
knowledge of the service it performs. 


At the 


made of the appointment of the follow 


meeting announcement was 


ng persons to serve as a Regional Pub 
Paul R. Cox 


lic Relations Committee 
Capital Finance Corporation 
Falls: Dana F. Reed, Personal Finance 

Schenectady ; 
Douglas Boyd 
Anthony DeSor 
rento, Upstate Loan Company, Ine., 
Albany; Francis MeGuire, Household 


Finance Corporation, Troy; and Miss 


Company, Albany and 
Harry O 


Company, Gloversville ; 


Harman, R 


Rufina Crowley, Domestic Finance Cor 

poration, Schenectady 
Richard O. Wiesner 

president and counsel for the associa 


executive vice 


tion, gave an extensive explanation and 
analysis of the consumer finance busi 
ness as contained in a recently com 
pleted association pamphlet entitled “A 
Look at the Consumer Finance Business 
in New York State.” His talk was high 
lighted by visual aid charts which en 
abled the group to see as well to hear 
the background and history of the busi 
ness, an analysis of its present status, an 
organized approach to the rate question 
and a detailing of the importance of the 
economy 


business in our present 


Copies of the association pamphlet 
were distributed at the conclusion of 
the meeting to each person present 

The entire staffs of most of the loan 
offices in the area were present and the 
spontaneous reaction at the conclusion 


of the presentation indicates that this 


rass roots” educational program o 


the association is off to a flving start 


Wisconsin 


The summer meeting of the Wisconsin 


Association of Small Loan Companies 





Robert Fulton Maine 


Long Term 


Financing 


1420 Walnut Street 


Philadelphia 














was held at the Pine Hills Country Club 

Shebovgar Wisconsin, on June 15 \ 
vas frranged by Mrs 
of the Friendly 

an, Chair 


Shebovg 

1 Committees 
The business meeting was called to 
order b President Howard Honaker 
Milwaukee It 
Brickell 
usehold Finance Corporation had 
fill the 
vacancy created by the resignation of 


J. Miller Redfield who has left the loan 


business to go into association work in 


Local Log Company 
ed that ( B 


been elected by the directors to 


California The membership voted to 
have the secretary write a letter of 
thanks to Miller Redfield for his many 
years of loval, faithful service to our 
group. His many friends in Wisconsin 
wish him success in his new venture 
After a brief discussion of the prob 
lem the membership unanimously 
idopted the 


Be it 


following resolution 

recommended that member 
companies of this association and all 
other licensees in the state refrain from 


sing on house hold goods when in 
the delinquent account involves 
wer who, as an individual or a 
of a family group, is receivin 


vublic oF private wel 


il Man 


briefly on 


s con 


idjourned 

ember 

iry for 

‘ irds 

iffernoon cocktail party eli 


ifternoon festivitic 


ening program included a won 


ind’ an array ot 


ind nongolfers alike 
itertainment was an hour 
il with 20 participants 


vided by our enial host 
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wt 23,95 


~O 76 


During his life he has been very active 
Masonic affairs, having been a mem 
of Orient Lodge. No. 289, Malita 
hapter, Philadelphia Consistory, Mary 
mandery, No. 36, and the Shrine. 
1 Temple, all in Philadelphia 
Mir. Millard now lives the life of a 
intry gentleman with his charming 
the former Ethel M. Ryan. at 
orning, New York. In order to keep 


s active in the Corning Lodge 


ks, he plays a good game of golf at 
orning Country Club. and he is 
of the Steuben County Chap 
Good Roads Association of 

and of course he does watch 


nany operations of the Ryan Loar 


i \ssociation 
1950 He is active 
1dministration of the ASSOC1é 
has instituted a program that will make 
his term of office especially noteworthy 


in public relations activities 
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